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Confidentiality Acknowledgement 

This Confidential Information Memorandum (CIM) is being issued by The Enginuity Group to provide an overview of 

the Business Intermediary Licensing program to those who have requested it. It is expressly understood that by your 

request and receipt of this document, you acknowledge that it is proprietary information, its transmission to you is 

done with the understanding that you accept the responsibility to not copy or otherwise distribute this document to 

anyone except yourself and your business partner if applicable. If you do not agree to this provision, you are instructed 

to return the document and destroy any residual files of this or part of this document. Notice is given that the 

information relating to the company contained herein has been provided by the company.  

EE reserves the right to terminate, at any time, further participation in the investigation and proposed process by any 

party and to modify any of the rules or procedures set forth herein or any other procedures without prior notice or 

assigning any reason therefore or to terminate the process contemplated hereby. EE reserves the right to take any 

action, whether in or out of the conduct of the company’s businesses, or process contemplated by this DOCUMENT. 

Neither the receipt of this DOCUMENT nor any information (whether written, electronic or oral) made available in 

connection with the proposed offering of the company constitutes, or is to be taken as constituting, the giving of 

investment advice by EE, its officers, members, or employees. 

Only those particular representations and warranties which may be made in the licensing agreement (which will not 

contain any representations or warranties) when and if it is executed,  subject to such limitations and restrictions as 

may be agreed, shall have any legal effect. Accordingly, no representations or warranties are given in, or in respect 

of, this document or any further information supplied. 

No information contained in this document should be taken as constituting an offer or invitation to subscribe for or 

to purchase, sell or hold any interest in, goodwill or assets of the company or any other entity. The information 

contained herein is subject to updating, amendment and verification. It should not be relied upon by any persons for 

any purpose. Nothing in this document or in the materials referred to herein constitutes or is intended to constitute 

financial or other advice and you should not act upon any information contained in this document or in the relevant 

materials without first consulting a financial, legal or other professional adviser. 

Each recipient, by accepting delivery of this document, agrees to hold the company, The Enginuity Group, its officers, 

“members and managers” or “and directors” and its divisions (“EE”), its officers, employees, members and managers, 

harmless against any claims, costs, expenses or damages they may suffer as a result of their reliance upon the 

contents of this document. Reproduction of this document is strictly prohibited. 

No part of the contents of this document has been approved, disapproved or recommended by the securities and 

exchange commission or any state securities commission nor have any of such authorities passed upon the accuracy 

or adequacy of this document. Any representation to the contrary is a criminal offense. 

In addition to the historical information contained herein, this document contains forward-looking statements that 

involve risk and uncertainties. Statements contained in this document, including, without limitation, statements 

containing the words “believe,” “are of the opinion,” “anticipate,” “estimate,” “expect,” and words of similar import, 

constitute “forward-looking statements.” Forward-looking statements are necessarily based upon certain estimates 

and assumptions. Any assumptions should not be construed to be indicative of the actual events which will occur. 

Actual events are difficult to predict and may depend upon factors that are beyond the  results to differ materially 

from those in any forward-looking statements include, among others, the following: financial, market, economic or 

legal conditions. Recipients should conduct their own analysis, using such assumptions as they deem appropriate, 

and should fully consider other available information. 



 

2 
 

Executive Summary 

The Mergers and Acquisitions “industry” is made up of many different types of players.  These include 

investment firms, investment banking firms, company owners (selling their companies or buying other 

companies), banks, accounting firms, legal firms, business brokers and business Intermediary firms. As the 

industry name implies, the activity is one of transitioning companies from one owner to another for a 

myriad of reasons: buyers purchase companies to run or to add to a corporate expansion; companies are 

purchased as and for investments and borrowing leverage; and, companies may be purchased to correct 

structural, operational and financial problems within the company, to list a few. 

There are 18 million businesses in the US, 85% of which have less than 10 employees or $1 million in 

revenue. The other 15%, or approximately 2,700,000 businesses, have over $1 million in revenue.   This is 

the target market of E|Enginuity.  There are 8,300 businesses for every one million in population, and up 

to half of them are selling, buying other companies for growth, or require some level of internal correction. 

In the M&A industry there are many business brokers and several business intermediary firms. Business 

brokers typically deal with the companies not represented by the 15% noted above.   Business 

Intermediaries deal with larger companies, in the $2 million plus revenue range, with more moving parts 

and complex structures. Regardless of the size of company being sold or purchased, the process for 

managing the transaction is generally very custom and not standardized.   Each company is unique and 

therefore has unique needs requiring a somewhat customized approach, but the basic processes can be 

standardized.  

The principals of The Enginuity Group have been buying, selling and correcting scores of companies for 

four decades. In that time, the process has developed to include the common denominators of the various 

industries. The Enginuity Group has been able to standardize not only the processes and procedures, but 

also the operations, financial structure and materials used in working with clients. It has now applied those 

same skills to the M/A buy-sell industry.  The result is the E|Enginity Business Intermediary Licensing 

Program.  

The program is not a franchise but is offered under a structure of brand licensing that provides much of 

the same materials, training and support, but with less of the day to day control inherent in franchising. 

The program consists of everything a qualified licensee needs to be successful as a regional Business 

Intermediary. The fees and fee splits are very lucrative for the licensee and are graduated in three levels 

to reflect the licensees’ increasing experience and ability to service the clients.  Since this is a new 

program, The Enginuity Group is keeping the licensing fee low, compared to traditional franchise fees, 

while providing the same, if not more, In-depth training, materials and support.  A limited number of 

licenses will be granted during this first phase of the roll out before the program is opened-up to additional 

licensed units.  Selected licensees will participate in any refinements to the program at no additional cost. 

The M/A Services Industry 

The Mergers and Acquisitions “industry” is made up of several players, including investment firms (angels, 

venture capital, wealthy individuals and private equity), investment banking firms, company owners either 

selling their companies or buying other companies, banks, accounting firms, legal firms, business brokers 
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and business Intermediary firms. It is the latter category that fits The Enginuity Group and is the subject 

of the E|Enginuity Business Intermediary Licensing Program.  

Approximately 50% of all companies at any given time are in a state of either growing, planning for 

selling/transitioning, or in a condition needing some level of correction to prepare for a sale or growth.   

The M & A industry provides a wide array of services to companies  from raising capital, through IPOs and 

private sales.  A significant portion of the buy and sell transactions do not seek an outside professional 

but rely on their own abilities and/or their attorney or accounting firm to assist with the transition.  

The Players in the M&A Industry 

There is a general consensus of the definitions of Business Broker and Business Intermediary. Generally, 

a business broker works with “Main Street” type businesses, i.e. small, sometimes family run, and usually 

under $1 million in value.  In many cases the process is treated much like a real estate transaction, the 

broker wanting as many listings as possible to improve the odds of a transaction attracting a buyer and 

closing.  Many potential sales do not close for one reason or another, so the broker needs a lot of listings 

to have a steady income. Further, with few exceptions, typical business brokers do not manage all the 

steps in the process.  This leaves a lot to the buyer and seller who often have limited experience with 

oversight of the due diligence and financial documentation required.  The business broker is compensated 

with a commission fee at closing. 

 

Unlike the business broker, a business intermediary works with larger companies, usually from $3-5 

million to over $50 million in value.  These transactions are usually more complex, have more moving 

parts, numerous shareholders, complex financial structure and are more challenging to manage through 

the due diligence process to a conclusion. The business intermediary charges an upfront retainer and 

monthly installments to be credited against the total fee at closing.  Many more hours go into a typical 

business intermediary project than a typical business broker project.   

Regulatory Licensing - Laws 

The M&A industry is somewhat unregulated as pertains to Business Brokers [BB] and Business 

Intermediaries [BI]. It is, however, quite heavily regulated for Investment Banks and larger transaction 

firms that deal with securities as part of the transaction. The latter are governed by the FINRA regulations 

embedded in the SEC code. For business brokers, there are some US states and Canadian provinces that 

require a business brokerage to have a real estate license (although the selling of a business has little to 

do with selling real estate). They are: 

< $500k $500-1 mm $1-5 mm $5- 50 mm $50-100mm $100-500 mm >500 mm

Business Brokers

Business Intermediaries

Investment Banks

Large Integrated Firms

Size of Transaction in Total Purchase Price
Type Firm Hired 
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US States-Washington, Oregon, California, Idaho, Utah, Arizona, Wyoming, Colorado, Nebraska, 

South Dakota, Minnesota, Wisconsin, Illinois, Michigan, Georgia, and Florida.  

Canadian Provinces- British Columbia, Ontario, New Brunswick, and Nova Scotia 

One does not need a license to be called a Business Broker or Business Intermediary. The various laws 

requiring a real estate license are vague as to whether they are required of Business Intermediary firms. 

Because of the ambiguity in the law, most Business Brokers and Business Intermediary firms establish a 

relationship with a real estate broker.  In exchange for being part of the business transaction, the real 

estate broker participates in any real estate listing which may be involved in the company sale transaction.   

When business intermediaries deal with securities as part of the engagement and transaction, they must 

be covered with a  FINRA licensed principal or firm for the closing contract.  

Other than these two issues, there is very little regulatory controls or oversight. 

The Buying and Selling Process 

Regardless of the type of firm or size of transaction, there is a general process most brokers and 

intermediaries follow in playing matchmaker for the seller seeking a buyer, or the buyer seeking to find 

an acquisition.  The process can vary from firm to firm, with business brokers doing less of the steps to 

closing.  The following components are typical in any M&A transaction: 

 

If the engagement is “buy side” (the client hires the BI to find a company to acquire for expansion plans), 

there is another step before “Prep” - “Sourcing”. The company must first be approached and gotten to a 

state where it is willing to engage in acquisition discussions. This then eliminates the need for Prep and 

Marketing.  

 

Buy Side engagements will vary from client to client.  One client may want to start with a fresh marketing 

effort to find several companies to match their objectives.  Another client may have a target in mind, and 

the BI is introduced to that target as the buyer’s buy side agent. There are other combinations as well, 

which makes pricing the services for buy side engagements less standardized as compared to the sell side. 

As a general rule, the BI or Broker’s role is done once the transaction closes and checks are distributed. 

But, as seen later, E|E does not believe the BI role should end there.  The post-closing transition is many 

times the most dangerous and fragile time for both parties if not handled properly.  Most buying and 

selling transactions involve delayed cash, owner financing, performance-based values of notes, and 

equity.  It is important the initial days and weeks following a closing are handled with kid gloves to run as 

smoothly as possible. 

 

Prep Marketing Screening Introductions LOI Negotiations Legal Prep Closing

Screening Introductions LOI Negotiations Legal Prep ClosingSourcing
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Enginuity M/A Services 

E|E has four (4) categories of services it offers to potential clients: 

• Sell Side Package 

• Buy Side Package 

• Consulting Services 

• Capital Sourcing 

Sell Side Package 

Most business intermediaries follow a similar “roadmap” when laying out a sell side plan for the client. 

Many aspects of the “roadmap” could be standardized to save a lot of time. Although every client is 

different (as is every company), much of the process is common to other companies and transactions. 

Therefore, a significant amount of advertising, marketing materials and due diligence can be standardized 

with templates, checklists and standard data room structures.  

The principals of E|E over the last four decades have seen just how sloppy and customized the sell side 

process can be.  Because there is little regulatory oversight, many times corners are cut and entire steps 

are left out, resulting in less than professional management of the process. Of course, many others 

provide their services professionally, but still quite customized.  The E|E principals have been buyers for 

decades and have also investigated hundreds of other companies it did not buy.  They have seen firsthand 

how brokers and intermediaries represent their clients. E|E chose to follow the general process and to 

enhance that process by giving the client much more for their money.  This translates into a higher 

purchase price, which makes the client happy (It also makes E|E happy for our fees are directly 

proportional to the higher purchase price.).  

E|E has designed a standardized, yet more extensive process and procedure, for getting a higher price for 

the client. We start with an operational audit of the company to determine what if anything needs to be 

adjusted, polished or otherwise repaired. Spending a bit of time up front with this endeavor pays off in 

spades when it comes time to negotiate the purchase price and terms. This is not at all a common practice 

with business brokers and other intermediaries, although many claims to do this. The effort of analyzing 

the complete process from audit to transition has resulted in EE providing a much more comprehensive 

service for its client.  

The effort has also resulted in both the sell side as well as buy side processes being standardized into an 

eight (8) component package for clients engaging EE for the sell side; and a six (6) step process for the buy 

side as indicated below: 
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For a more in-depth description of each of the sell side components, go to www.eenginuity.com/selling. 

For the purposes of this booklet, the following is a brief description of each component. 

Operational Audit 

Would you put your house on the market for sale if it had broken windows, peeling paint and a leaking 

roof? Of course not. For a few thousand dollars most homes can be brought up to a sparkling condition 

and return much more than the investment in the final sale price, not to mention a quicker sale. The same 

goes for a company offered for sale.  It is amazing how many companies are rushed to market without 

first “straightening up the house”. In most cases, spending a bit of time with the client going over issues 

that need addressing (items which will be a negative in the buyers’ view), will return multiples of the 

invested time and expense in the sale price. And, as with real estate, a cleaned-up company will usually 

attract more serious buyers and sell quicker. It. Companies not in good condition tend to attract more 

“tire kickers” and “bottom feeders”, wasting everyone’s time. 

The Enginuity Group, the parent of E|Enginuity, owns another company, G3.  This company produces a 

standardized, yet sophisticated, operational audit focused on finding, defining and prioritizing operational 

and financial issues within a company.  For larger firms in need of such an audit, E / E provides the audit 

as the first step of the process before assembling marketing materials and running a final valuation of the 

client. For companies that don’t need much adjustment, or for smaller firms, there is a more simplified 

“mini” audit, the Business Readiness Evaluation, done also with G3 processes and procedures. 

After conducting the audit, while E|E is beginning the marketing plan, placing ads, and developing the 

Offering Memorandum, the client and E|E makes the adjustments the audit suggest.   By the time the 

pool of potential buyers see the company, it is in a more “polished” and in a more corrected state. 

http://www.eenginuity.com/selling
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This is an E|E exclusive which sets the company apart from the competition. Other firms might claim to 

do this, but not at the level E|E does. 

Valuation 

Most clients think they have an idea of what their company is worth, or at least worth to them. Depending 

on the company, most owners are usually not very knowledgeable  as to market value. A market value is 

the price a qualified buyer can generally expect, within a reasonable range, to pay in total for a  company. 

There is no magic formula that produces a market value.  It comes down to what a particular buyer and a 

particular seller are willing to pay and accept.  There are numerous valuation services and models used to 

approximate that price. E | E has its own successful model developed over four decades.  

Regardless of the model used (the E|E  has proven to be generally accurate), it is necessary and important 

for the seller to know the  approximate purchase price his company is likely to bring from a buyer. Failure 

to accurately forecast the market value range makes it difficult to engage with the client. Some buyers 

have an unrealistic idea of value. Conversely, some sellers think their company is worth much more than 

the real value. E|E has seen both ends of that spectrum. For some, it is a sobering exercise which may 

result in the client withdrawing (usually to get a second opinion) or being pleased with the value range if 

it turns out to be higher than anticipated.  

A final caveat: some brokers and Intermediaries have been known to “pump up” the value of a company 

to secure a listing, only to have the client  “let down” after the offers come in. E|E does not endorse this 

practice. We provide an accurate valuation based on numerous variables proven to project the offers 

received. E|E does not play those tricky games. 

There is a bit of a chicken and egg situation as to where the valuation exercise falls in our 8-step process. 

Typically, the client is not ready to engage E|E until a value is produced, often a determining factor in 

whether to engage anyone at all. Determining value is part of the 8-step process, once E|E is retained. For 

all practical purposes, however, this needs to be done prior to the engagement. As part of our marketing 

program, we offer a valuation opinion (it is not a formal appraisal, but an opinion of a valuation range 

only) free of charge. It shows goodwill and is a demonstration of our quality to the prospective client. 

This valuation model, complete with instructions and training, is provided to the licensee as part of the 

E|Enginuity Business Intermediary Licensing Program. 

The Engagement Contract 

E|E has standardized, fill in the blank, templates for its licensees. There are sell side, buy side and 

consulting contract templates.  The contracts cover the defined scope of the engagement (for consulting 

work the custom scope must be described), the estimated purchase price , confidentiality and indemnity 

clauses, detailed description of fees and payment schedule and the usual legal verbiage regarding 

jurisdiction, termination provisions and  the effective date of the agreement.  

These templates are easy to use and can easily be adapted to fit any scope of work should there be an 

exception. 
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CIM/Marketing Materials 

Once a client has executed a contract, the targeted 

marketing program materials must be organized and 

developed. The materials in the E|E procedures include: 

• An Executive Summary template. This is referred to in 

the industry as the “Teaser”. It is a summary of the 

highlights to be offered, including two photos and 3-4 

blocks of text describing: 

o Overview of the confidential client company 

o Highlights of why the buyer will be interested 

o Financial highlights 

o Next steps and contact information for E|E. 

The teaser template, with samples, is for color print and digital advertising, and is imbedded on a 

website for ease of viewing by buyers. 

• Internet Advertising templates. There are several internet forums and listing sites E|E uses for 

placing confidential ads. Examples are www.BizBuySell.com, Axial and Businessforsale.com. These 

are digital sites. The licensee is supplied with templates and an entire library of high-resolution 

color images with which to build an ad. 

 

• Confidential Information Memorandum (CIM) template. This is the document the buyer wants 

to see. Prior to receiving it, they are provided first the teaser, and then if interested a set of 

confidentiality/non-disclosure (CDA/NDA) agreements to execute. This process is cloaked in 

extreme secrecy.  It is important for not only the non-disclosure and identification of the client 

and information, but to protect E|E as the exclusive advisor to the client and to ensure the buyer 

does not contact the client directly without going through E|E. There is also a financial disclosure 

and qualifications screening template to be used. It is provided in the Licensing package and is 

used to screen the buyer as to his or her financial wherewithal and background. This is to avoid 

“low ballers” and “tire kickers”. 

 

Following is the Table of Contents for the digital template for both print and digital versions of 

the CIM. The CIM is a 20 to 30-page document, depending on the company and the complexity of 

items to display which goes over high level metrics of the opportunity including: 

• Company Overview, Structure, Ownership type, EIN # 

• Overview of the Offering 

• Stockholders’ motivation for selling 

• History of Company 

• Milestone of key developments in Company 

http://www.bizbuysell.com/
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• Services offered 

• Licenses and Certifications 

• Clients and percentage by year and by client of revenue 

• Employee metrics 

• Organization Chart 

• Financial Summary hart 

• Financial Summary expanded details 

• Growth opportunities 

• New steps and process 

 Dissemination of the CIM is logged, tracked and tightly controlled.  

Marketing 

 E|E uses several methods of marketing. Although most everything is standardized in the Licensing 

program, the marketing approach can vary from client to client. Everything needed is supplied regardless 

of which route is taken for reaching the potential buyers. Some of them are: 

o Direct Mail (semi personalized letters to buyers in our database) 

o Direct email to same buyers through our digital marketing company 

o Advertising on the industry sites and exchange boards 

o Personal contact with key buyers by phone 

In the toolkit for the licensing program there is a guide to screen for real qualified buyers. E|E only want 

to engage with qualified buyers. Most are not. Only experienced firms know how to determine who is 

qualified. Without this skill, there is a lot of wasted time and money. You want your clients to only engage 

with those E|E determines to be qualified and serious. 

This process also entails a lot of telephone, and sometimes in person meetings, with potential buyers. It 

can be very time consuming, but with the training methods contained in the licensing program materials, 

this is streamlined.   

This marketing process usually ends with an introduction of the potential buyer with your client over the 

phone for a 30-minute conference call to go over the highlights of the two parties, their interests, and 

questions and answers of both parties. This is moderated by E|E to help the movement of conversation 

as well as to act as the gate keeper for confidentiality and appropriate levels of the initial conversation. 

Offers, Letters of Intent (LOI) and Negotiations  

This is where E|E shines. Our motto is: “It is not the price, but how that price is structured that makes the 

difference”. Over the decades, E|E has learned how to creatively structure a transaction that is fair to 

both parties and one that minimizes the buyer’s initial cash output, while giving the seller some upside 

above the base purchase price. Generally, offers will come in from the buyers in the form of a Letter of 

Interest or Letter of Intent (LOI), which are mostly non-binding but for a couple of the provisions. It is E|E’s 

job then to determine that buyer’s objective and hot points as well as those of the seller. By exploring 
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with methods, we will teach you, one can craft a “win win” deal both parties like. After all, E|E’s goal is 

not to beat up the other party for the last penny, but to manage the courtship and terms such that both 

parties see a fair outcome… That makes for a good marriage. 

E|E supplies in the package all of the various templates for letters, LOIs and deal structuring sheets. A 

significant part of the training focuses on this part of the process. 

Due Diligence Management 

The LOI is the document that sets out very generally the key terms of the transaction: financial, 

employment and operational. At the LOI stage neither party knows each other very well and needs time 

to dig in to investigate the inner workings of the companies, and to make sure the assumptions made to 

enter into the transaction are verified. This period starts after the LOI is executed and goes until the 

transaction is closed or one or both parties give notice to terminate the discussion.  

The due diligence period can be short for smaller companies, perhaps a month or two, or for larger, more 

complex firms, it can be upwards of 8-10 months. So much of the due diligence  depends on how organized 

the parties are for the examination. E|E has a very templated process for this activity, with standardized 

“data tree” structures with detailed checklists the parties use to upload both data and answers to 

questions. The Data Room is controlled by E|E so as to insure a smooth regular flow of information for all 

parties to access.  

All of the materials and training are part of the BI Licensing Program. 

Closing Management 

Closing of a transaction is similar to that of closing on a house purchase, but with more paperwork and 

sometimes complex calculations. There is stock to transfer, bills of sale, inventories, banking transfers and 

numerous exhibits to the Stock or Asset purchase agreement. There may be employment agreements that 

will have been negotiated by closing, and there is cash that changes hands. Additionally, there is a lot of 

activity with client notifications, employee notices, various accounting calculations that must be prepared, 

and a host of other activities and data. 

Business brokers and most intermediaries do not have a lot to do with the closing as it is usually handled 

by the lawyers. We provide assistance to our clients to help them organize and prepare all of the 

numerous materials. We provide closing checklists, set up escrows, and in some cases provide the closing 

documents templates for the parities. 

In the program, you are provided with a complete set of templates and samples for use with your clients. 

Transition 

This is the period after closing. Most business brokers and some intermediaries don’t focus on this aspect 

of the transaction. With a 37-year background in buying and then integrating companies, we know that 

this is not only important, but one of the most important aspects of the transaction. As some, if not most, 

of the currency for the purchase is in delayed “earn out” payments, or some with adjustable rachet 
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features on the earn out notes, it is vital to a successful transaction the initial few days and weeks of 

integration are handled smoothly and professionally. Many transactions have been ruined by not planning 

this stage properly. Some run into employee shock. Some have a clash of cultures that don’t make for a 

good honeymoon. While others, if planned properly with timing of key notifications and events managed 

properly, end up with a smooth and mutually satisfying engagement. 

There are techniques to assist the parties that E|E has used over the years. Those will be shared with you 

during training and in the operations manual. 

Buy Side Package 

In today’s fast paced business world, growth is everything. As the old saying goes: “If you aren’t growing 

you are dying”. It is so true. As the population grows, so does the amount of money spent on a good or 

service. If a business is not growing at least at a pace to keep up with the industry growth, it is losing 

market share. It doesn’t take very long before that reduced share means little to the consumers of the 

service and the company can fail. 

Growth is critical to survival and profits. Profits in turn are necessary for providing a return on the 

investments made by shareholders and investors. There are basically 3 types of growth, as follows: 

1. Organic Growth. That of selling more, adding new services to be sold to a given group or 

geographic market. This is usually the slowest form, and will hit a ceiling at some point without 

scalping competitors. 

 

2. Cloned/”Seeded” Growth. That of taking a minimum configuration of human and other 

resources needed to provide services to another geographic or buying market and installing 

that unit in that geography with added marketing to generate new sales with new clients in 

that new geographic area. This is also referred to as geographic seeding. This has a bit of risk, 

but if the seeds germinate, the initial growth can be better than the original organic growth 

at the main office. 

 

3. Expansion by Acquisition. As the name implies, this is the act of acquiring one or more 

companies in different geographies, with or without the same services, which in turn allows 

for the company’s core services to be added to the acquired unit for maximum sales and 

profits.  It is this type that buyers engage business intermediaries to seek, source and manage 

for the acquisition of a “tuck in” company. 

 

Promoting the “Buy Side” package is well accepted by the potential clients as they can easily justify 

the fees as the amount of added income and earnings far outweighs the fees. So, in this regard, it 

is an “easy sell”. Further, because we have such a large database of targets, we can be very 

effective in sourcing acquisition targets for clients. 
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The Buy Side package of services, similar to the Sell Side package, has defined steps in the process. Except 

for the initial sourcing of the company, the balance of the steps are the same as the sell side, except ? our 

client is the buyer and not the seller. Regardless of who the client is, E|E’s job is to have an end result that 

is mutually satisfying to both parties.  Much of the process is the same for the Sell Side package, so we 

will not repeat the descriptions here. The steps are: 

Develop the “Target” profile 

In conjunction with the client, develop a profile of the ideal “tuck-in” target for the client’s expansion. This 

will include, the type of company, size of company, location and several other attributes, e.g. profitability, 

types of employees, age, etc. From this profile, a sourcing strategy is developed. 

Database Search 

Over four decades of buying companies, E|E has accumulated considerable data about companies. It is a 

very large database in Excel format covers some hundreds of thousands of companies. Most are in the 

architectural, engineering, environmental and construction industries, but the more general business 

classes are growing rapidly. E|E regularly purchases data from data houses and then scrubs the list for 

both postal and email addresses. The lists are used for direct marketing as well as for direct contact for a 

buy side assignment.  The E|E database is provided as part of your Licensing package, and updated 

regularly as addresses, contacts and other data gets stale. 

The data fields E|E employs are: 

• Company 

• First-Last names 

• Gender/salutation 

• Title 

• Email 

• Address 
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• City-State-Zip 

• Phone # 

• Company Type 

• Revenue 

• # employees 

• Website of company 

• Source

 

The data is suitably formatted for “mail merges” for letters and envelopes, as well as for individual or bulk 

email. E|E has a contract with a digital marketing firm where html ads and messages can be developed 

and sent to potential customers. 

Personal Marketing 

From the existing database, or another one needed for the assignment, companies and contacts are 

selected that generally fit the target profile. It is the short list. E|E then contacts the top executive by 

personal mail or telephone to ascertain whether there is an actual profile fit, and equally important, 

whether there is an interest in the business arrangement we have been engaged to explore.  

Not everyone contacted wishes to be acquired, but at least a good contact for future follow up has been 

made. They may not be interested today but may be in a year. 

Introduction 

This is the same process of introducing the client to the target. The process begins with a conference call 

of the parties, and then an on-site face to face visit. This is done with extreme confidentiality so as to not 

allow a rumor mill to begin. If this initial visit is successful, and the parties have a general meeting of the 

minds, usually there will be a bit of data request (pre LOI due diligence). If there is continued interest, the 

buyer drafts a non-binding offer in the form of a letter of Intent (described above).  

E|E has a defined step by step approach to this process, which is covered in training. 

Negotiations 

See Negotiations in the preceding section, “Sell Side”. It is the same except the client is the buyer. 

Regardless of who the client is, it is important that creative structure and currency negotiations occur so 

that both parties are pleased with the outcome. 

Many times, if the client, the buyer, is looking for a very small company to perhaps serve to anchor a 

geographic area only, the acquisition can be streamlined to avoid a lot of the otherwise formal aspects of 

the acquisition process, saving time and money. This, and many other aspects of creative negotiation, are 

part of the initial and ongoing training received by the licensee. 
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Acquisition 

This encompasses the same process for 

selling but from the buyer’s side. It starts 

with finalization of the LOI, then into due 

diligence, (described in the sell side section 

above), and finally to the closing. As with 

the sell side process, E|E believes in being 

available to help the buyer and seller 

through the fragile post-closing period.  

All of the details of this step will be covered 

in training. 

Consulting Services 

Most E|E’s marketing focus is on the two packages, Sell Side and Buy Side. E|E’s experience gives a 

significant competitive advantage to building large companies by acquisitions. However, not all companies 

are in the mood of selling or buying. Many simply have problems internally or externally that need 

addressing. Many companies are not structured properly for steady growth. Many have a financial 

imbalance limiting their ability to be profitable.  

Many companies just need some sort of “tune up” or adjustment and may ask for assistance. Recently 

E|E was retained by a large architectural firm. They had received one of our company’s many direct 

mailings. The managing partner called and told us that they were not in need of selling or buying assistance 

but needed someone to analyze their organization as to structure, equity incentive program, and 

organizational balance. That assignment was accepted and now is growing into much more as they plan a 

long-term growth by acquisition program. 

E|E has 8 identified consulting services listed on the website www.eenginuity.com/correcting which are: 

• Value Enhancement Audit 

• Company Valuation 

• Management Consultation 

• Organizational Restructuring 

• Company Turnaround  

• Growth Financing- Raising Capital 

• Exit Planning & Transition 

• Target Sourcing 

Clients’ needs don’t always fall neatly into these buckets but are more custom in nature. This is the one 

area that cannot be standardized.  

 

 

 

http://www.eenginuity.com/correcting
https://www.eenginuity.com/value-enhancement
https://www.eenginuity.com/valuation
https://www.eenginuity.com/management-consultation
https://www.eenginuity.com/restructuring
https://www.eenginuity.com/turnaround
https://www.eenginuity.com/investment-capital
https://www.eenginuity.com/exit-planning
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The E|Enginuity Business Intermediary Licensing Program 

The following sections are summaries of each of the primary components of the program. There are many 

more details covered in the initial training, but the following should be sufficient for you to ascertain 

whether you have what it takes to pursue this for your career. 

The Licensing Model 

There are numerous models for companies to distribute their products or services. There are local models 

with one office; regional models with multiple operating locations; there are models with centralized 

production and branch sales operations; there are hub and spoke models, pyramid models, franchise 

models and in our case, licensing models.  

Within licensing models, there are many types ranging from near complete autonomy of licensed 

operations to very little autonomy. Due to the nature of our services, the size of the contracts, and the 

many aspects of our service packages, E|E falls somewhere in the middle. Each licensed operation is 

owned and run by the licensee and his/her employees. They have their own accounting, pay their own 

taxes, hire their own employees and have their own corporate legal status.  

But the entity, which can be a division of your other company, or a standalone new entity, is dba (doing 

business as) is “E|Enginuity”. When we refer to our San Francisco office, that office does not belong to us 

literally, but to you, but it is our “office” in the sense that the work from that area is assigned to that San 

Francisco office for service. 

You own your operation much the same as a franchisee owns hers, but she does business under the 

franchisor’s name. In our case, you are “licensed” to not only use our name, (which is required), but to 

provide services in the standardized, step by step proprietary manner that is that of E|Enginuity. You are 

trained to provide the service using our approach, how to interact with the client, how to market the 

services and how to coordinate with your assigned principal during your growth through the advancement 

phases. 

Licensing is very much like franchising, except for one primary difference: the level of “control” the 

licensor or franchisor has over the licensee or franchisee. We have chosen to use the licensing model 

primarily because of the degree of personal knowhow and intelligence needed to be a successful business 

intermediary requires a somewhat team approach with seasoned EE principals. Unlike business brokers 

or a fried chicken franchise, we can teach you the basics and how to provide the services without 

templates and training. Due to the many moving parts in a business transaction, the home office of a 

licensor could not standardize to the level that would fit a franchise. In summary, E|E doesn’t control your 

activities as it would if it was a franchisor but provides guidance, on site help and oversight. 

This model is designed so the knowhow, experience and tactics that E|E has honed over 4 decades is 

packaged for the licensee to set up and grow a branch operation, ultimately with less control over the day 

to day activities than it does in the beginning while he is learning and experiencing.  
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Because of the somewhat high level of experience needed to provide all, or most all, of the components 

for a client, the program is designed to have the licensee move from an entry/starting level status, to a 

more advanced status, and ultimately to where he/she is able to provide the vast majority of the day to 

day work for the client on his/her own. This has been divided into three tiers of advancement, described 

below. As the licensee advances, correspondingly, the amount of the work for each client project goes up 

for the licensee and down for the E|E principal and support staff. Therefore, likewise, the fee splits 

increase for the licensee and decrease for the home office. 

Organizational Structure 

The company is structured along a semi virtual model. The home office is Lawrence, KS. The current 

principals are located in the greater Kansas City area, New Mexico, Michigan and Florida. Supplementing 

the principals are several contract and freelance staff around the world. e.g. the various websites and 

graphic art services are designed and managed in Australia. The database scrubbing and scraping is done 

in India, and the digital/email marketing is done under contract with a firm in Canada. And, there are 

others. 

 

Principal Assignment 

Each new licensee is assigned an E|E Principal, the Regional Director for that area, who is skilled and 

experienced in the M/A services. That principal is the licensee’s “partner” in all aspects of the support the 

licensee needs. In the beginning there will be a lot of need to coordinate with the assigned principal for 

marketing, visits with potential clients and for executing the contracted services. But, with time, which 

translates to more experience, there should be less and less call for direct assistance. This corresponds to 

the “tier” levels described below. 

This takes some of the uncertainty or fear of going it alone in the beginning of the licensee’s growth. 

Standardization vs Customization 

Many industries standardize the products and services they sell. This is especially true in manufacturing. 

Each unit is produced to be identical to the next one, based on a set of standardized engineered processes, 

materials and procedures. But, with services, some can be somewhat standardized, but many industries 

Regional
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Regional
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PrincipalPrincipalPrincipal
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Regional
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cannot due to the unique and varying nature of the service and types of clients. And, there are many 

service industries that should be more standardized but are not. 

The hallmark of the principals of The Enginuity Group, the parent to E|Enginuity , is that they have taken 

various service industries and using the common denominators have standardized what usually is not 

considered standardizable. It is virtually impossible to standardize all aspects of a particular service, with 

some being more adaptable than others. They have been standardization packages developed for several 

industry types, including the environmental service, engineering and pharmaceutical drug development 

industries. That skill has now been applied to the business of buying and selling companies. The result is 

a “semi-standardized” package: the E|Enginuity Business Intermediary Licensing program. It is “semi” only 

in the sense that there can’t be total standardization for every company, since every buyer and every 

circumstance is difference. What E|E has done is to take all of the elements in a long series of steps and 

standardized them as much as possible. The process and numerous materials supplied to a licensee will 

be all needed to be successful in this business. 

No matter how many tools E|E provides, and no matter how much training it gives the licensee, it is still 

the licensee and his/her brain power, intelligence and critical thinking that supplement the elements of 

the package for success.  

Tiers of Advancement 

Upon acceptance into the BI Licensing Program, most licensees start as a Business Intermediary-Tier One 

for internal classification purposes. With exception, a new licensee could start at Tier II  if he/she has the 

M/A background necessary to enter at that level. Becoming a business intermediary takes time and 

experience before the licensee is able to handle the business and clients’ services entirely without the 

assistance of the home office. This is the case with most professions. Although the licensee might have 

the highest education credentials with a nice background in his/her career, until he/she has gone through 

all of the services with experienced BI’s the financial and operational model assumes that he/she will need 

a lot of assistance with his assigned E|E Principal. But, with time and experience working with the home 

office and assigned principal, he/she will gradually gain more experience in the real world of M/A and 

gradually will be able to take on an increasing level of actual work responsibility, rather than just 

introducing E|E and setting up appointments.  

For this practical reason, the program works so that the BI advances from the initial entry level Tier 1, 

through Tier 2, where he is not as reliant on his principal for everything, and is able to begin to take on 

most, if not all, of the assignment himself, primarily for the smaller, less complex accounts. When E|E 

feels that the licensee has reached Tier 3, by agreed upon milestones and knowledge, he can run the 

operation and serve his own clients with little direct involvement from his principal, but still, naturally 

relying on the home office for support that is outlined in the Corporate Support section. Or alternatively, 

he has “Graduated” to full BI status. 

There is no set time frame for advancement to the next two levels as each person is different. Some will 

absorb and perform very quickly, whereas some will take more time. This is true in most every endeavor 



 

18 
 

in life. Generally, however, E|E expects the tier 1 BI, to spend no more than 6-8 months in Tier 1. This will 

vary by many factors, but mostly by how active the commitment is being demonstrated. It will also depend 

on whether the BI is planning to hire sales agents, outbound telemarketers, and the like.  E|E would like 

to get the BI to Tier 2 as soon as possible, as it puts less pressure on corporate time, which allows the 

home office to spread it resources across the BI group. But, under no circumstance will EE advance a BI 

until it feels certain that the quality of work and skill sets are there to insure a professional level of 

interaction and service to the clients. 

E|E expects the BI will spend more time in Tier II before he/she is ready to be totally cut loose for most of 

the work done at that branch operation. The chart depicts this philosophy. 

             

Qualifications 

Any career one choses suggests certain qualifications generally needed to provide the best potential for 

success. If one chooses to be an engineer, it would be imperative that he/she is good at math. Likewise, 

there are various backgrounds and experiences that suggest a successful entry and growth as a Business 

Intermediary. As the licensee will be working with companies, valuing companies, dealing with the 

financials of the company, structuring financial options and so forth, common sense suggests one should 

either be experienced in, or has the aptitude to learn how to read an income statement and balance sheet. 

As she/he will be contacting potential buyers and sellers, having the skill of writing and follow up, without 

fear of rejection, is a natural for this career. If you are not a “people person”, are reluctant to reach out 

and promote yourself, you probably will not be good in this career. Of course, there is no one or more skill 

sets that ensure success, but generally the following backgrounds and skills would naturally seem to be 

good for this career: 

                  SKILLS 

• Ability to multitask 
• Polished speech & presentation 
• Outgoing personality 
• Like to work with people 
• OK with flex time & travel 
• Willing to give it 100% 
• Have no fear of “rejection” 
• Educated  

             EXPERIENCE/BACKGROUND 

• Real estate sales/brokerage 
• Business brokerage/intermediary 
• Investment/financing 
• C Level sales 
• Familiarity with exit planning 
• Business ownership/management 
• Understanding of accounting & finance 
• Understanding  capital/stock structures 

Level Tier 1 Tier 2 Tier 3
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E|E has no hard minimums, for many people just have the knack, regardless of background. Conversely, 
there are many who have great backgrounds, but don’t seem to succeed as business intermediaries. So, 
consider the items in the lists as general guidelines. ? You probably know if you are a fit. Or if you don’t 
know, you can call the office and discuss your background.  

The Program Components   

The program and the licensing fee covers four macro components: 

1. The License, its Rights and Restrictions 

2. Training 

3. Materials 

4. Corporate and Regional Support 

The License 

Upon completion of training you will be granted a license to operate a territorial business operation using 

the name “The Enginuity Group”, E|Enginuity, and E|E, along with rights and requirements to 

communicate with and to everyone with an email address with the domain @eenginuity.com . As with 

any license, there are rules and restrictions that accompany that right, which are all covered in the 

licensing agreement (copy of which is available upon request). Generally, you are agreeing in exchange 

for the license to conduct your business under our company banner, and to provide the services in a 

professional, to provide enough time devoted to it in order to provide a steady flow of business, all in a 

discreet and professional manner. Further, it prohibits the use of our brand to provide other products or 

services outside of those of E|E, and that no special pricing or side arrangements will be made without 

the written permission of our company. Of course, there are other traditional type permissions and 

prohibitions in the agreement. The licensing agreement reads much like a typical franchise agreement. 

Training 

In order to promote and provide services under the license, training is an important component of getting 

prepared. The BI training program consists of four (4) components: 

1. Initial One Week Classroom Training 

2. Online self-paced video and written training modules 

3. Field training 

4. Annual refresher training via annual meeting 

     Classroom Training 

The initial training is one week of classroom styled lecture, interaction, workshops and testing. It is held 

in the greater Kansas City area at a hotel with a restaurant for the ease of the out of town participants. 

You are responsible for your own transportation to and from the training, however, E|E has arranged for 

discounted hotel rooms for the trainees. The course is taught in a semi-formal manner with a daily agenda 
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geared to provide an initial foundation in 

becoming a business intermediary under the E|E 

system. The goal at the conclusion of the week is 

to prepare the new licensee to set up his/her 

own operation, begin announcing and marketing 

to the company targets, and to set up and 

conduct preliminary meetings with client targets.  

The course is designed to build on the previous 

day with each day beginning with a recap of the 

previous day and questions/answers about the 

previous day’s information. The focus of each of the five (5) days is: 

Day 1. Background, history, operations and metrics of the M/A industry, in particular the methods used 

in the Buy Side and Sell side aspects of the industry, business structures 101. 

Day 2. M/A Accounting and Finance. How to understand financial documents, valuing a business. 

Day 3.  The  E|E Sell Side Service Package. 

Day 4. The E|E Buy Side package and consulting services. 

Day 5. Office and Business Operations to be a successful Business Intermediary. 

There will be testing each day so the progress of each licensee may be judged, and when needed, reversion 

to go over topics that need repeating. 

     Online Training 

There is an online expanded CRM system with unique portal entry for each licensee into his or her own 

address. There the licensee can obtain updates from the corporate office, various digital materials and 

template, log and monitor its sales and service activity, and access several online training modules. This 

system, currently being built, will contain both video and still training modules. The video modules are 

those taken from that particular topic during the initial training. Over time, there will be additional 

modules added based on feedback from the licensees. The intent is for the licensee, who forgets, or is a 

bit unclear about an aspect of the service, to be able to easily go back and be refreshed for that topic.  

As the BI Licensing program is new, this section of the system will be enhanced and updated with time. 

     Field Training 

On the Job training has proven to be the best and longest lasting of any form of training regardless of 

industry. For this reason, once you are ready to begin calling on potential clients from the initial marketing 

effort, your principal will coordinate a time to go with you on the initial appointments. This will allow you 
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to see firsthand how such meetings are usually conducted, get a good feel for the push backs, what sparks 

the client’s interest and how difficult questions are handled.  

The dates and the number of days in the field will depend on how many appointments you have set, the 

dates and such. This is a valuable period with your assigned principal and forms part of the foundation for 

your success when you are ultimately on your own. 

    Annual Refresher Training 

E|E will hold an annual meeting of all licensees. The two-day meeting will be held in varying locations. The 

purpose of the meeting is primarily to go over success stories, challenges experienced, share what works, 

what does not, and to go over a summary of the initial training to keep everyone fresh on the key topics, 

changes in the industry, and one on one meetings to go over the financial and operational results of each 

licensee. 

Corporate Support 

The system is to operate with multiple players in various roles. It is not designed to have a licensee totally 

on his/her own with no support. The level of support is designed to be intense at the beginning of a 

licensee’s tenure in the system and gradually shift to one of more independence and self-reliance. But 

this does not mean it goes to zero. As a branch operation of E|E, even after reaching the third tier of 

advancement, there will always be corporate support when needed. In the early stage, an assigned 

principal will be attached to you a large part of the time. Once you progress to tier two, the time will be 

diminished as you demonstrate the ability to handle large parts of the service within your own operation. 

Upon entering the last tier, you are doing most everything yourself but for the larger, more complex 

accounts.  

Regardless of the tier you are in, there will always be provided and available the following: 

• Initial drip marketing campaign into your territory (direct mail and direct email) to introduce 

you/EE to the area. This is for you to then follow up on for appointments. 

• Training modules upgraded and added periodically. 

• Classroom training for agents you bring on as an Associate Business Intermediary.  

• Telephone support. 

• Monthly individual review call on Go to Meeting. 

• Monthly conference calls with corporate and other licensees to share experiences, suggest 

improvements and to get advice. 

• Annual 2-day company meeting. 

• Field support during the first two tiers by your principal. 

• Regular updates to your excel mailing and contact database. 

• A half-day conference or similar in licensed territory on business preparation/enhancement, 

buying and selling. 

• Online CRM for data and lead management. 
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• Onsite assistance for sales and project execution by your assigned principal. 

• Anytime hotline telephone support.  

 

Territories – Metrics and Operational Procedures 

There are several items to this: 

• Territory covered by Your License. Each licensee is “licensed to market and provide E|E services 

in a “primary territory”. A primary territory is that geography described in the licensing 

agreement. The smallest territory consists of a population of approximately 2 million people, and 

is anchored by at least one metropolitan statistical area, e.g. the greater Kansas City metro area 

consists of some 30 towns and counties with a combined population of approximately 2.5 million 

people. That would be one territory. Others might be a territory that covers more than one metro 

area, such as Portland and Salem, OR, or Baton Rouge and New Orleans, etc. This is the area you 

have a license to market and interact in with no encroachment by another licensee or the 

corporate office. 

 

• The “secondary territory” is that adjacent to the primary territory not occupied under a license 

with another licensee. An example would be a primary territory of the great Kansas City area, but 

a secondary territory of some 15 -20 counties, or more, surrounding the metro area. Naturally the 

initial licensees have very large secondary territories, but as more licenses are granted for primary 

territories some of the secondaries will be removed, with your primary license theoretically being 

shrunk. At initial licensing, you can ask for a territory that is larger than 2 million, and the license 

fee is adjusted accordingly based on the total area licensed. 

Further, at any time you may request expansion of the initial territory so long as there is no 

licensing in process for the requested territory. This way, you can build as large of an operation 

as is reasonable for your business. 

• Services provided outside of your primary and secondary territories. if you have a client whose 

principle operation is in your primary or secondary territory, but some of the operations, or 

branch offices are in another licensee’s territory, so long as you have “registered” that client in 

your CRM, that is your client. If you have a lead on a client outside of your territory and its primary 

operation is in another licensed primary territory, you can either claim that client and register it 

or pass it to your fellow licensee. You can arrange 

for fee splits based on the amount of work each 

does for the client, or any other arrangement 

agreed upon. This is the “gentlemen’s” approach. If 

we see this does not work well, we reserve the right 

to amend to the satisfaction of the majority of the 

licensees. The US is divided into five (5) regions (one 

is shown on the map). Canada is the sixth region. 
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This approach is meant to give you a primary focus area, but not limit the services you can within 

reason provide. This will be explained in more detail during training. 

• Licensing Fee. The licensing fee is based on the size of primary territory request. The fee is 

calculated on the rate at the time of the request. As this is a new program, the licensing fees are 

“introductory” and are planned to go up after the initial licenses are granted. The current fee of 

$9750 for a territory of 2 million is a fraction of what even traditional business broker franchises 

charge. It is not sufficient to cover E|E upfront costs but is appropriate to charge as an 

introductory fee. If you think you might want a larger protected territory in the future, it will be 

less expensive now, than later.  

The calculation of the licensing fee is: 

• Minimum size 2 million for $9750 = $04.88 per thousand 

• $3.00 per thousand for the next 1 million + 

• $2.00 per thousand for the next 1 million 

• $1.00 per thousand for all over 4 million 

Example. If your primary territory is Des Moines, IA and the radius around Des Moines that picks up 2 

million, but you would like the entire state of Iowa, the calculation would be: 

3.156 million – 2 million = 1.156 additional, at $3 x 1 million + 0.156 million at $2 per thousand or 

$9750 + 3,000 + 310 = $13,060 for the state of Iowa as a primary territory. 

 

• Total Investment. In addition to the Licensing Fee, there are other investments you will need to 

make in order to be fully set up and operable. Those include but are not limited to: 

1. Printing-letterheads, business cards, envelopes 

2. Postage for local marketing 

3. Computer, printer and software 

4. Signage (if operating out of a brick and mortar operation) 

5. General Office Supplies 

6. Working Capital to support the operation until fees come in 

Materials Supplied 

There are many materials that are used in the activity of a Business Intermediary. E|E has, for the most 

part, standardized those materials into templates with samples of each document for each template. For 

each template there is a sample in PDF to see the parts in the blank areas. This is the same for all 

templates. 

The primary materials for the licensee are provided in hard copy, as well as being placed on the “shelf” of 

your online CRM system for easy retrieval. The main materials provided consist of: 
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• Operations manual • Set of digital logos 
• Graphic style guide 
• Business correspondence package 
• Stationary templates 
• Starting set of various brochures 
• Website linked to E|E site 
• Sample emails / letters 
• PPT presentations 
• BRE audit guide 
• Executive summary templates 
• Images library for teasers, CIM & lists 

• Valuation Model and Instructions 
• EE website for your operation 
• Digital email marketing account 
• Proposal template 
• Engagement contracts 
• Web advertising templates 
• Data room org template 
• CIM templates 
• Email marketing account 
• Central 800 number 

• Pre LOI due diligence checklist 
• Post LOI due diligence checklists 
• LOI samples & templates  

• Database of leads/contacts 
• SPA /APA purchase agreements  

 

All of the materials will be in the CRM system and will be updated regularly, as needed. If there are 

additional materials needed, they will be provided to all licensees. 

E|Enginuity Project Fees 

The following outline the fees and payment schedule for intermediary services provided to 

clients. These are the gross fees. 

For Sell Side Program 

 

E|E focuses primarily in the lower middle market (from $2 million to over $50 million in annual 

revenue, although you are welcome to provide the services to any size you chose within reason. 

You will find that the smaller companies for the most part are not as sophisticated in the business 

aspects of M/A, which often times make them a bit difficult to work with.  We generally will 

accept a client with as little as $500,000 in revenue, but with a limited scope at a higher rate (flat 

12-13% of purchase price). The average E|E  target client size is $10-$20 million in revenue. 

 

For the entire 8 component package, we charge a fee based on a double Lehman formula of: 

o 10% of the first $1,000,000 of purchase price, plus 

o 8% of the next $1,000,000 of purchase price, plus 

o 6% of the next $1,000,000 of purchase price, plus 

o 4% of the next $1,000,000 of purchase price, plus 

o 2% for all purchase price over $5,000,000 
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*”purchase price” includes the total of all current and future payments and value of 

any equity used as buyer currency. As our job is done upon a 30-day transition post-

closing, we do not finance our fees to run with earnout or other liquidity periods that 

the seller agreed to. 

** fee for an engagement with less than $2 million purchase price would be 12-13% 

depending on size 

*** all fees are plus out of pocket expenses 

 

• Example: A typical Sell Side project for an engineering company with an estimated 

purchase price of $7 million would generate a fee of: 

o (initial 1.0 mm x 10%) + (next 1.0 mm x 8%) + (next 1.0 mm x 6%) + (next 1.0 mm 

x 4%) + ($3 mm x 2%) = $340,000 plus expenses 

 

• Payment Schedule is per the following: 

 

       
       

The following is a visual depiction of the spread of the project fees over a nine (9) month 

project. A typical project of this size (a $7 million purchase price) will run from a low of 5 

months to a high of 12 months. The average is 8-9 months from initial engagement 

execution to final payment 30 days post-closing. 

 

Naturally each project is unique and so are the fees and time distributions. This is simply 

to provide a visual of how the fees are generated and paid over time. 

 

Company Size (est purchase $)) Retainer Monthly At Closing

< $1,000,000 $10,000 $2,500 Balance

$1-3.999 million $15,000 $4,000 Balance

$4-9.999 million $20,000 $6,000 Balance

$10+ million $30,000 $7,500 Balance
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The licensee during the initial Tier 1 level, is paid 50% of the deposit and monthly retainers 

as an advance on his/her project fee portion (see fee splits below). This is to help offset 

the long per initial project period during your first year. Upon advancing to Tier 2, your 

portion of the deposit and retainer payments is that percentage of the project fee listed 

in the fee split tables below.  

 

For Buy Side Program 

 

• This is for an engagement for EE to source, secure, and close one or more acquisitions on 

behalf of a client who is growing by acquisition. 

 

• Fee is based on the following Lehman formula of: 

 

o 7% of the first $1,000,000 of purchase price, plus 

o 6% of the next $1,000,000 of purchase price, plus 

o 5% of the next $1,000,000 of purchase price, plus 

o 4% for all purchase price over $3,000,000 

 

• Payment Schedule is the same as the sell side schedule. 

 

• Note: Many times, a client will retain EE to jump in, in the middle of a buy side process as 

they realize that they need help in structuring and pricing a deal they have started, or for 

other reasons. In this case, our fee is prorated based on where we jump in per the 

following guideline: 

 

25
20

15
10

5
$ $25 $6 $6 $6 $6 $6 $6 $208 $30

Month 1 2 3 4 5 6 7 8 9
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o If prior to acquisition talks with a target………………………………….85% 

o If prior to issuance of an LOI……………………………………………………75% 

o If after LOI, but before negotiations…………………………………….….70% 

o If after an LOI has been executed………………………………………….…60% 

o If due diligence is well underway……………………………………………. 50% 

▪ Note: these fees and schedule assumes the transaction does close. If it does 

not, and client wishes to find a new potential candidate, it starts fresh with 

fresh fees 

For Consulting Services 

• This is for a custom service that the client needs. It could be such as: 

o Value Enhancement Audit 

o Company Valuation 

o Management Consultation 

o Organizational Restructuring 

o Sourcing Targets for Acquisition 

o Growth Financing- Raising Capital 

o Exit Planning & Transition 

o Company Turnaround

• The fee is based on a custom scope of work that we propose or the one the client has 

outlined if he has one. This applies for all but Capital Raising 

 

• Fee is based on our hourly rate for the individuals involved times the estimated hours for 

the project, plus expenses. Hourly rate for principals is $250/hr; for AI’s is $125/hr, and 

for staff at $75/hr. Usually we offer to fixed fee based on the per hour analysis. 

 

• Fee for raising capital for a client is a percentage of the capital raised per the following: 

 

           
                  The non-refundable estimated fee is paid at 0.3% as a retainer, and 0.1%  

                    per month against the final payment. The fees are refundable if E|E  

                   does not deliver a term sheet that is substantially what was presented 

                   to the client as to levels of finance and terms. If that is delivered and 

                  client does not accept the term sheet, fee is nonrefundable. 

 

 

Amount of Capital Needed Equity Term Debt LOC

1st $10 million plus 6% 4% 2.0%

next $15 million, plus 5% 3% 1.5%

next $75 million, plus 4% 2% 1.0%

Over $100 million 3% 1% 0.5%

https://www.eenginuity.com/value-enhancement
https://www.eenginuity.com/valuation
https://www.eenginuity.com/management-consultation
https://www.eenginuity.com/restructuring
https://www.eenginuity.com/acquiring
https://www.eenginuity.com/investment-capital
https://www.eenginuity.com/exit-planning
https://www.eenginuity.com/turnaround
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Reimbursable Expenses include: 

• Auto use at $.54/mile  

• Tolls, parking 

• Rental Car & actual gas 

• Air tickets (if applicable) 

• Out of District hotel 

• Out of district meals 

• 50% cell phone charge 

• Meals/Entertainment-client 

• Miscellaneous with receipt

 

These various charts are for demonstration purposes only. The actual fees will vary from these 

charts from time to time due to the fact that each transaction is unique, and sometimes fees and 

payment schedules must be adjusted to accommodate that reality.  

 

Licensee Income/ Portion of the Total Fees 

As this is a licensed operation and not a franchise, you can’t service the clients totally on your own without 

varying degrees of corporate support primarily from your assigned Senior Principal. In that regard the 

operations staff work as partners with the licensed unit. Therefore, the fee portion of the gross project 

fees that are distributed to you as well as to the corporate office including your regional principal shift 

upwards from project size as well as from your entry level tier of experience to the last tier.  

The proportion of the gross fees that are distributed to each part of the company is designed to 

approximate the division of labor and expenses at various tiers of your operation’s development and 

project complexity. There will be exceptions and EE reserves the right to make a final judgment on such 

exceptions, but barring the exceptions, the fees you receive from the gross fees paid per project  are as 

follows: 

• Just as Business Intermediaries charge their clients a fee that is parabolic in terms of project size, 

i.e. as the project size in purchase price increases, the rate of fees decreases for each incremental 

degree of purchase price., i.e. It does not take 5 times the work for a company value of $5 mm vs 

$25 mm but does increase somewhat.  

 

• Using the same logic as client pricing, the more complex projects will require more man hours of 

your and the company time, but not necessarily at a linear rate compared to project fee dollars. 

 

• The portion of the gross fees paid to each entity, licensee, regional management and corporate, 

fall along a reverse “Lehman” formula as do our fees to the client. You receive a smaller part of 

the fees when you are in Tier I because this is your training period with a lot of the actual work 

being done by EE and not you.  As you gain experience, you move to Tier 2 and ultimately to Tier 

3. The portion of the gross fee increases with each tier, just as the percentage of fee increases 

with project size/complexity. 

The actual fees EE will charge for a project will sometimes vary from the standard fee schedule for various 

reasons. This will be discussed at training. But for simplifications, most fees will be per the normal Lehman 
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formula fee schedule which was discussed previously in this document. The gross/total fees get 

distributed in the accounting system to three (3) components: 

1. Licensee 

2. Regional Principal and Staff 

3. Corporate office 

The formula for the amount of fee distributed to the licensee is the following at each Tier: 

   

To use the chart above and apply it to hypothetical project fees, the following charts provide such 

examples: 

 

This example is one of a bit larger project but still below the company’s average 

 

 

Level* Tier 1 Tier II Tier III
First $40,000 Plus 40% 60% 80%

next $40,000 Plus 35% 50% 65%

next $40,000 Plus 30% 45% 60%

next $40,000 Plus 25% 40% 50%

next $40,000 Plus 20% 30% 45%

all >$200k at 15% 25% 40%

Licensee Income

Lehman Breakdown

Total Company Fee

 Project Fee $75,000

Level* Actual

First 40,000 Plus 40,000 40% 16,000 60% 24,000 80% 32,000

next 40,000 Plus 35,000 35% 12,250 50% 17,500 65% 22,750

next 40,000 Plus 30% 0 45% 0 60% 0

next 40,000 Plus 25% 0 40% 0 50% 0

next 40,000 Plus 20% 0 30% 0 45% 0

all >200k at 15% 0 25% 0 40% 0

75,000 Total $28,250 Total $41,500 Total $54,750

This example is for a very small project. You will most likely not encounter many, but in the initial start

Licensee Income

Tier IIITier IITier 1

Licensee Fee

Lehman Breakdown
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This example in just a bit more than the previous example, just to demonstrate the formula. 

 

This last example is to indicate a fee that is slightly above the company’s average. 

 

Consulting Services 

EE offers several consulting services as well as any service an EE client requests that we have the expertise 

to do, and on a custom basis. So, long as the work requested falls generally within the scope  of what a 

business intermediary advisor provides, it is deemed an EE project and it is subject to the fee splits below. 

This is only a guide for each project in many cases will have it own unique labor division and therefore 

distribution of fees. But, assume that while at Tier 1, you will be doing very little of the work, where at 

Tier 3 for the most part, you will be doing most if not all of the work. The chart below is only to represent 

that general philosophy of fee sharing. 

 

For other work for a client which has nothing to do with EE services or are directly linked or related to the 

EE services, the licensee is fee to provide such services under his/her own banner, and not as an EE project. 

All proposals, reports, invoices and other written or verbal information cannot identify EE. For such 

projects, EE does not require a percentage of the fee. If there is a question or a perceived conflict, EE 

reserves the right to make the call as to it being an EE project. 

 Project Fee $299,000Licensee Income

Level* Actual
First 40,000 Plus 40,000 40% 16,000 60% 24,000 80% 32,000

next 40,000 Plus 40,000 35% 14,000 50% 20,000 65% 26,000

next 40,000 Plus 40,000 30% 12,000 45% 18,000 55% 22,000

next 40,000 Plus 40,000 25% 10,000 40% 16,000 50% 20,000

next 40,000 Plus 40,000 20% 8,000 30% 12,000 45% 18,000

all >200k at 99,000 15% 14,850 25% 24,750 40% 39,600

299,000 Total $74,850 Total $114,750 Total $157,600

Tier IIITier IITier 1Lehman Breakdown

Licensee Fee

 Project Fee $400,000

Level* Actual
First 40,000 Plus 40,000 40% 16,000 60% 24,000 80% 32,000

next 40,000 Plus 40,000 35% 14,000 50% 20,000 65% 26,000

next 40,000 Plus 40,000 30% 12,000 45% 18,000 55% 22,000

next 40,000 Plus 40,000 25% 10,000 40% 16,000 50% 20,000

next 40,000 Plus 40,000 20% 8,000 30% 12,000 45% 18,000

all >200k at 200,000 15% 30,000 25% 50,000 40% 80,000

400,000 Total $90,000 Total $140,000 Total $198,000

Licensee Fee

Lehman Breakdown Tier 1 Tier II Tier III

Licensee Income

Tier

Level Regional

1

2

3 65% 5% 30%

* Guidel ine only. Actual  spl i ts  may vary based on time of each participant at their rates

15% 5% 80%

45% 5% 50%

Consulting Fees & Distribution by Experience Tier  Level*

Licensee Corporate
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As you advance from the entry tier to the third tier, the percentage of the total EE fee paid to the licensee 

goes up at each project level. This assumes a higher level of corporate hours put into the projects in the 

early days and fewer after you have mastered the skills to provide most if not all of the work yourself. So, 

EE makes a significant investment in the initial tiers in the way of time on the road, meetings with you and 

your clients, and staff support. The amount of work in the initial tier is more than the fee splits indicate, 

so conversely, there is still an amount of split going to the home office once you reach Tier III. The 

following is simply a graphic representation of that concept and not to be taken literally. 

          

It is impossible to tell you what you will make as an E|E Business Intermediary, for there are simply too 

many variables. Nor can we suggest such a figure due to potential liability issues.  

Using the charts above, you should be able to determine the estimate income based on how you plan to 

set up your operation. You should make a lucrative living if going it alone with possibly an assistant, but 

naturally the revenue should be much higher if you set up your business with agents and assistants much 

like the real estate brokerage and agency relationship works.  

Frequently Asked Questions 

Over the course of advertising for qualified applicants, naturally EE has received many questions that 

perhaps were not clear in this document and have responding to the group of inquirers with various 

updates. We have taken those updates and turned them into this list of various questions and the 

company’s responses 

I would like to develop a larger area than just one territory. How does that work? 

This is called Area or Regional Development in the franchising lingo. Most franchises and licensing 

programs have a method whereby serious entrepreneurs who want to make more money and run a 

Level 1 2 3 4 5 6 1 2 3 4 5 6 1 2 3 4 5 6

Percentage of Total Fee per Project by Tier Level

75%

25%

50%

0%

100%

Third TierSecond TierFirst Tier
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larger organization can develop a region of the country. You see this all the time in restaurant franchises 

and such.  

The answer is “yes”. We do have a method for area development. The drivers are this:  You can make a 

nice steady income from providing EE services in a single territory of from 3-4 million population. And 

over time, the adjacent territories will be filled up by new licensees. But, if you wanted to control for 

instance an entire state or a portion of a state, you can apply for a Development License, whereby you 

would “lock out” one of more adjacent territories and we agree to a schedule to develop those area 

with licensees and agents.  The metrics, financial aspects and details are too much for this update. So, I 

would encourage you to contact us if this is something you might be interested in.  

How many territories/licenses is EE going to issue? 

The E|E principals have been designing similar “franchise”/licensing type programs for many years in 

several industries. In that time, we have learned that when a new program is first launched, there will be 

bugs to work out, a lot of hand holding in the initial phase of a new licensee’s operation and therefore a 

strain on corporate resources. This is just the nature of the beast. For that reason, we have learned the 

hard way to limit the number of licenses for the first phase. As this is a new program, the first few 

licensees have a tremendous advantage over future ones, in that the licensing fee is a fraction of what it 

will be, and the geography is wide open for caring out exactly which territory or an area for area 

development. But that advantage comes at a price in that you are the guinea pigs so to speak. We want 

to work with only a handful of initial phase I licensees so that each gets our upmost attention while we 

refine the program.  

We do not have a set number for it will depend on several variables. But, most likely this first phase will 

consist of no more than 5-7 licensees. So, if you are considering this program, you should show that 

interest sooner than later. 

How long do you estimate a new licensee will advance to Tier 2 and 3? 

That is hard to say. It is similar to saying how long does it takes to learn a foreign language. The answer 

is: it will be different for different people. As you are using our name, before you take on a large degree 

of the execution of the projects, we naturally want to make sure that you have gained the knowledge 

and experience to do so. Different people progress at various new challenges at different paces. That 

said, based on similar programs we have developed for other industries, we estimate that you should 

not stay in Tier 1, the Learning Period, for more than 8-12 months. Some will advance more rapidly, 

while others more slowly. It is in both your and our best interest to move you up the tiers as steadily as 

possible, for it frees us up to work with others, and it allows you to ramp up your fees. 

How to determine what size territory to begin with? 

The simple answer is that it is up to you. The larger the territory, however, you start with, the more 

activity is expected, which means perhaps putting on agents sooner than you should. As we are taking 

on only a few licensees for this initial phase, if I were you, I would start with the minimum size territory 

for your geography, which could be as small as 2 million in population, but realistically what makes 
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sense for your area,  focus your marketing in that area, but if you have leads in adjacent areas, go for 

them. You are free to market and service clients anywhere you wish so long as it is not directly into 

another licensee’s territory. And we are being careful not to bunch up licensees for that reason. Further, 

as part of the agreement, all existing licensees have a first right of refusal for any adjacent territory. So, 

there is really no need to bite off a larger one that makes sense initially. 

What if I know I want a larger territory or consider an Area Development of a 

region, but I want to start with only one territory? 

That is fine. We will talk with you and if we feel that you have the qualifications for an area, we will 

determine a pacing schedule and work with you to gradually fill the region. This would be a custom 

carve out. 

How would it work if I had a partner?  

That is also fine. In fact, we would encourage that, as you can divide up the workload by either target 

sectors or geography. It also allows you to focus on a bit larger area. The license in this case would either 

be in both of your names if equal partners, in the majority interest partner, or in your new company 

name. 

How many companies are in my area? 

It would be difficult to determine exactly but in general there is a rule of thumb that seems to work 

quite well.  As we target companies in the $1-100 million revenue range, the numbers are about half of 

the total companies. 45% are small mom and pop type companies under $1 million in revenue, and 5% 

are large, i.e. > $100mm. There are roughly 55,000 total companies in any given 1,000,000 in population, 

so that results in about 27,500 companies that fit our target criteria for every 1 million in population. 

We can run counts for you if you want to narrow your practice down to only certain sizes or certain 

types. 

What is the process for becoming an E|Enginuity Licensee? 

This is covered a bit in the prospectus you have. But, to summarize, the following are the steps: 

1. Request Licensing Prospectus. 

2. Fill out Application in rear of Prospectus. 

3. Telephone conversation with EE and Applicant, to go over details, determine if qualified, etc. 

4. Review and execute licensing agreement and return with half of fee.  

5. You will receive a lot of starting materials, primarily marketing database, templates and such so 

you can start getting your operation set up and your marketing plan designed. 

6. Attend full week of classroom training in Kansas City.  

7. Upon return, EE will launch a direct mail and email campaign into your area to prime your start 

up so you can begin follow up with the targets. 
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Can I wait to become a licensee in another Phase? 

Of course, you can. But, if you want us to hold the territory, you would have to go ahead and contract 

and pay your fee. If you do not want to hold that territory, but wait, that is fine, but the licensee fee will 

be much more after this initial phase, as this is only an introductory fee for the initial licensees, which is 

about 20% of what similar franchises charge. This is typical in most businesses that offer franchising or 

licensing. Usually the early ones in reap the most advantages, but also have to tolerate the fine tuning 

the home office will be doing during the initial phase. Further, someone might grab that territory. So, 

although you can wait as long as you want, just be aware of those two issues. 

I can only deal with a few clients at a time. How do I grow my agency? 

Although we will go over this is detail during training, in general, if you want to service a lot of clients 

each year, you should plan on a set up much like the real estate industry works. That is you as the 

Broker, and you bring on 1 or more “agents” to work under you. You would also need to consider at 

least one if not two administrative employees who can be salaried or on commission for screening and 

providing the labor to set up appointments for you and the agents and to produce a lot of the 

paperwork and detailed work in executing the services for the client. This frees your time for the direct 

client interaction. There are several models we will share with you during training of how to plan and set 

up for growth to maximize your revenue and earnings. 

I have an existing real estate business. Can I add this license onto my existing 

business, or do I need a standalone separate operation? 

Yes. You can simply add this as a division of your existing business, but all marketing, paperwork, 

engagement agreements and the like must be branded “E|Enginuity”, and you can’t mix your real estate 

name or ID into those materials.  If you do not have an existing business, you will need to form one. It 

must be either a Sub Chapter S or a limited liability corporation (LLC). There are numerous agencies you 

can hire online to set one up for from $100-200.  

How much corporate support will I initially receive? 

See the last question in this section for the components of the post training activities. Due to the nature 

of this being much like a partnership rather than a franchise, by the nature of how we share fees, both 

parties, you and EE, have built in incentives to provide you with as much support as it takes to help get 

your operation off the ground. If you are not contracting and therefore producing fees, we don’t make 

money, nor do you. So, the mutual goal is to hit it hard, drive contacts and leads, follow up in the field 

with you, push more marketing into the region to prime the pump. Once you get going, we can ease off 

on the direct field and marketing support for you will have clients and it goes from there.  You have 

nothing to be concerned about when it comes to corporate support. It is designed into our pay checks. 

Do potential clients want to negotiate fees? 

The short answer is rarely. As a BI, vs a business broker, you are generally dealing with larger firms 
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which are more sophisticated for the most part than small ones. As part of that, they usually understand 

that we have to get paid for our work, and, unlike business brokers, are not here to see how many 

listings we can get but to provide a wide range of advisory services. Fees in the BI industry are pretty 

standardized (one of only a couple of things that are) and accepted to fall on the double Lehman 

formula discussed in the prospectus. We go over the fees with the client, how they are paid, and the fact 

that we hold back 10% until after a nice 30-day post-closing transition, they are usually impressed. This 

has never been an issue. 

When following up from a mailing, what percent of owners are open to talking 

with you in a meeting? 

There are many variables that go into this answer, but generally, if you are on top of the list that was 

sent to your targets, with a follow up phone call and/or follow up email, our experience is that about 1 

in 10 will have a reason to talk with you on the phone for a bit. Of that about half of those will be open 

for a scheduled meeting, and of those about 1 in 4 or 5 will contract with us. So, around 1-2% will end up 

contracting over time. Sometimes it takes several follow up calls and meetings. But, since we are so 

different in how we approach the sale or buy, the extras that we give the client (up front audit, post-

closing transition management, etc., the sell is not that difficult once you have the meeting or second 

meeting. Of course, this will vary by types of companies, seasons, how you are on your feet with 

interacting with the heads of the companies and the like. It is no different that promoting and selling 

insurance, annuities, commercial real estate and other similar services or products.  

What type of insurance do I need for my business operation? 

If you are accepted for a license, you will be establishing a new legal entity e.g. and LLC. As with any 

business, it is wise to have insurance to cover the unexpected. As to what type, that is up to you. I would 

at minimum carry general comprehensive liability. You might consider errors and omissions insurance, 

but we are not sure that is necessary as the licensing agreement has a mutual cross indemnification 

provision already. You should seek guidance from your attorney or other business advisors on this 

subject as we can’t dictate or advise you due to the inherent conflict of interest. 

What is the process for obtaining initial clients once I have gone to training? 

As a new Business Intermediary, in addition to getting your office and operation set up, you need to 

attract clients. We believe that this is one of the easier parts of the career. In addition to old fashioned 

networking with business contacts you already know, E|E has a very robust business development kick 

off program to help you get started. That is comprised of the following five (5) components: 

1. Initial Public Relations Campaign. EE prepares 2-3 versions of press releases with your photo 

and bio, announcing that you/your company are now the new E|Enginuity operators for that 

particular area of the country. This goes out to all of the media that you want including 

newspapers, radio stations, newsletters, online blogs, online specialty trade sites, association 

print and online material and the like. The call to action is to contact you directly for “more 

information”. 
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2. Drip Direct Mail Marketing Campaign over the initial four (4) months after your initial training. 

We assemble a mailing list of up to 1000 business owners/CEOs/Presidents of the type 

companies you tell us you would like to work with. Actual old-fashioned letters from both our 

CEO and you are addressed and mailed with first class postage along with a company service 

brochure to those targets introducing EE and you to assist them in their company sales or buying 

needs. The letter directs them to the website for further information with the call to action that 

you will call them in a few days to follow up on the letter. The letters are very personalized, 

signed in blue ink and sent at approximately 60 per week (the right amount for follow up). You 

are provided the list of those 60 so the following week you or your assistant can follow up with a 

phone call and/or email to suggest a meeting to discuss the potential client’s status and our 

services. No need for “cold calling” for you have an excuse to call and get through the gate 

keeper. This is the most effective for setting up meetings. 

 

And remember, your Regional Director, a seasoned M/A veteran goes with you to those initial 

meetings so you can observe and learn the techniques of securing the client. 

 

3. Speaking and Meetings. During training we show you have to get listed and registered with the 

various Chambers of Commerce in your area; get on speaking agendas for local association 

meetings (Rotary, Lions, etc), and join the various associations where you obtain membership 

rosters and simply interact/network with other members.  

 

4. Local Business Expos/Fairs. Every metro area has expositions and business fairs. These are 

sponsored by Chambers of Commerce and other business associations. Not only by attending do 

you meet business owners, you can many times, exhibit at those events. E|E will loan you a pop-

up trade booth, and you can order various brochures and give a ways for the attendees. This is a 

great way to kick off your presence among the business communities. Again, your Regional 

Director can attend and assist you at the booth. 

 

5. Lead Referrals. EE does a considerable amount of marketing across the US and in particular to 

the areas where we have licensees. All leads (calls, emails, website visitors) are forwarded to our 

licensees for the area of the inquiry. You now have a “hot” lead to be followed up on.  

All of these five items are in addition to your own local marketing. It should be no time before you are 

interacting and providing your services to the local business community. 

Conclusion 

The principals of EE have been designing and packaging licensing programs in many companies and 

industries.  But the EE Business Intermediary Licensing Program is new. There will be bugs to work out as 

with any new program launch. And we are only accepting a few applications for this initial phase. Being 

an EE BI is not for everyone, but if you have what it takes, you could be one of the first in on a very exciting 

and lucrative career with The Enginuity Group. 

---------------------------------------------------------------END------------------------------------------------------------------- 
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BUSINESS INTERMEDIARY LICENSE APPLICATION 

APPLICANT INFORMATION 

 

Your Name:            ______________________________________________________________________ 

Company Name (if applicable)        _________________________________________________________ 

Address:                _______________________________________________________________________ 

City ____________________________ ST/PR ______   Zip/PC ________  Phone  (    ) ________________ 

Your email ____________________________________  Company URL ___________________________ 

DOB      month ________  day ____    year _______  Gender _____ SS # ___________________________ 

LinkedIn Profile ___________________________________________ 

Describe the Territory you are requesting      _________________________________________________ 

_____________________________________________________________________________________ 

EDUCATION 

High School _____________________________ City ________ ST/PR  _____  Graduated ? ___________ 

College/University ________________________ City ________ ST/PR  _____  Degree ?      ___________ 

  Years _______ to _______   Major ____________________________________________ 

College/University ________________________ City ________ ST/PR  _____  Degree ?      ___________ 

  Years _______ to _______   Major ____________________________________________ 

Graduate School _________________________  City ________ ST/PR  _____  Degree ?      ___________ 

  Years _______ to _______   Major ____________________________________________ 

Additional Education/Degrees/Licenses (describe) ------------------------------------------------------------------------ 

_____________________________________________________________________________________ 

_____________________________________________________________________________________ 
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EMPLOYMENT 

 

Company _____________________________________________________________________________ 

City ________________ ST/PR ______  Country _______________________ Phone (     ) _____________ 

Dates of Employment  _____________ to ___________  Position ________________________________ 

Supervisor ___________________________ Phone (     ) ___________ email ______________________ 

Duties _______________________________________________________________________________  

_____________________________________________________________________________________ 

OK to contact Company/Supervisor   ____ Yes  _____ No    

__________________________________________ 

Company _____________________________________________________________________________ 

City ________________ ST/PR ______  Country _______________________ Phone (     ) _____________ 

Dates of Employment  _____________ to ___________  Position ________________________________ 

Supervisor ___________________________ Phone (     ) ___________ email ______________________ 

Duties _______________________________________________________________________________  

_____________________________________________________________________________________ 

OK to contact Company/Supervisor   ____ Yes  _____ No    

__________________________________________ 

Company _____________________________________________________________________________ 

City ________________ ST/PR ______  Country _______________________ Phone (     ) _____________ 

Dates of Employment  _____________ to ___________  Position ________________________________ 

Supervisor ___________________________ Phone (     ) ___________ email ______________________ 

Duties _______________________________________________________________________________  

_____________________________________________________________________________________ 

OK to contact Company/Supervisor   ____ Yes  _____ No     
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SKILLS- BACKGROUND-EXPERIENCE 

Please indicate which of the following skills and experiences you possess 

____  Owned or Operated a Company 

____  Worked as Broker or Agent in Real Estate 

____  Have experience and good understanding of accounting and finance 

____ Good at Multi-Tasking 

____ Have C level sales experience 

____ Have an understanding for Capital/Stock/Equity structures 

____ Have experience in a business brokerage type firm selling or buying companies 

____ Have business consulting experience 

Other experience that you think contributes to your potential for success as an E|E BI? ______________ 

_____________________________________________________________________________________ 

_____________________________________________________________________________________ 

MILITARY SERVICE 

Branch of Service _____________________________________  From ____________ to _____________ 

Rank at Discharge __________________________________ Type of Discharge ____________________ 

If other than honorable discharge, please explain _____________________________________________ 

_____________________________________________________________________________________ 

ATTESTATION AND DISCLAIMER 

I certify that my answers are true and complete to the best of my knowledge.  

If this application leads to acceptance, I understand that false or misleading information in my application or 
interview may result in revocation of the license. 

Signature ___________________________________________________  Date ___________, 2019 

*Please submit, with this application your current resume / CV 

Your LinkedIn profile ________________________________________________________________ 

Please attach a color head shot photo and your resume with this application. 


